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U.G. 3rd Semester Examination - 2019

COMMERCE
[HONOURS]

Skill Enhancgment Course (SEC)
Course Codes : BCOM-H/SEC-T-IA & IB
The figures in the right-hand margin indicate marks.

Candidates are required to give their answers in their
own words as far as practicable.

Course Code : BCOM-H/SEC-T-IA
Course Title : E-Commerce

Full Marks : 20 : : - Time : 1 Hour

1. Answer any three questions: 2x3=6
- b eeya Ten wie ¢
i)  What do you mean by E-Commerce?
- E-Commerce 3#0® N @Rrie
ii) What is the Full Form of B2B?
B2B 327 ot ol e
iii) What is the Full Form of B2C?
B2C 327 ofrat od Jie
iv) What is the full form of http?
http 219 ot wief e
v) What is the full form of INTERNET?
INTERNET 32163 +jtat widf [
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2. Answer any one question: 5x1=5
AR @Ffb 2R Tez whe 2
i)  Distinguish between conventional commerce and
E-Commerce.

asfere Afdey @R E-Commerce @3 i1y Jie
ii) Write short notes on M-Commerce.
: M-Commerce FitF 5% BiFl =121
3. Answer any one qﬁesﬁon: 9%x1=9
@~ @3 2rea Tex we ¢
i)  What are the advantages of E-Commerce?

E-Commerce @3 el & fee
ii) a) What is core banking system?

@I iR I3g e
b)  Write short note on online banking. 5+4

Online banking 532! =it A< Biet 72 |

[Computer Applications in Business
(Computer Practical)-20 Marks]
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OR
Course Code : BCOM-H/SEC-T-IB

Course Title : Personal Selling and Salesmanship
Full Marks : 40 e Time : 2 Hours
1. Answer any five questions: 2x5=10

@I “Hofs ara Teq we

i)  What do you mean by personal selling?
Fieare Rea 3t & @R

ii) What is salesmanship? |
Rern 3= e

iii) What is motivation?

| et e

iv) Write two features of good presentation.
93 77 Torgemm 4 R @

v)  What do you mean by Sales Report?
R afSrama F@ce & @Rie

vi) Mention two types of selling situations.
Rea e 2 = Twe 39|

vii) What is Tour Diary?
et faaferfsl e

viii) Write two characteristics of a good salesman.
e v w9 e @R

2. Answer any two questions: 5x2=10

@~ Gfo 2rR Ted WS ¢

i)

ii)

Write importance of personal selling.
IfEsre Rewm oFg @141

What are the importance and sources of
information?

oA oy € Torn & e
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iii) Discuss ethical aspects of selling.

Rems wies freef Sew 31
iv) What are the methods of closing sale?
- ofew Rews Aok & &
‘3. Answer any two questions: 10x2=20

@I fS ereq Teg e 2
i)  Discuss Abraham Maslow s Theory of Hlerarchy
of needs.

SRR SRR IR A O A |
ii) Explain the concepts and importance of
: aftersales services.

WWWM@WWWl

iii) What do you mean by Daily and Periodical
Reports? Discuss their necessities.

Wa«ﬂwﬁﬂwmﬁsmr

SR AEEATS! S 7 :
iv) Write short notes on any two of the following:
e @ @W b REawE B Biet @ ¢
a) Career opportunities in selling
- Rew o REER R
b) Sales Management

Ten gage=
c) Demonstration
' e
d) Buying Motives
A ST |
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